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Jennifer Koppy  

I N  T H I S  E X C E R P T  

The content for this paper is excerpted from the IDC MarketScape: Worldwide 

Datacenter Infrastructure Management 2013 Vendor Analysis, by Jennifer Koppy, 

(Doc # 241280).  All or parts of the following sections are included in this Excerpt: IDC 

Opinion, In This Study, Situation Overview, Future Outlook, Essential Guidance and 

Learn More. Table 3 and Figure 1 are also included. 

I D C  O P I N I O N  

This document employs the IDC MarketScape methodology to assess the strengths 

and weaknesses of vendors participating in the datacenter infrastructure 

management (DCIM) market. Confusion exists in the market today about the scope of 

what DCIM should be, and participants in this space are seeking to define their brand 

by offering full-scale solutions that include complete power and cooling and IT 

infrastructure visibility, control, and analytic capabilities. Based on IDC's analysis of 

current product capabilities, go-to-market strategies, and general business analysis, 

this IDC MarketScape finds that the DCIM market is evolving, with several providers 

realizing strong growth and adoption and others struggling to survive in a competitive 

market. Considering changing business needs, IDC believes the following to be 

critical success factors in this evolving market: 

 Technology partnerships. End users want a solution that is open and interacts 

well with best-of-breed solutions. Innovation is occurring in this space, and 

providers that can work in tandem to bring the most compelling solutions to their 

customers will emerge as market leaders. 

 Selling partnerships. In a relatively young market, several providers that do not 

have the global sales reach and support team to grow their business have 

emerged. Partnerships with more established technology vendors will provide a 

competitive advantage and encourage innovation in DCIM. 

 Open architecture that supports full upstream and downstream support of 

data. DCIM has the ability to support strategic business decisions, and the ability 

for the tool to communicate with all the elements of the datacenter and the 

broader enterprise management systems is critical to elevate its status as a 

"must-have" solution in the datacenter. 

 Exceptional customer service with global service and support. More than 

product functionality and even price, exceptional customer service is a key 
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deciding factor in many DCIM purchase decisions. The ability to support current 

and future global expansion will be a critical success factor for DCIM providers. 

 

 

I N  T H I S  S T U D Y  

This IDC study uses the vendor assessment model called IDC MarketScape. This 

research is a quantitative and qualitative assessment of the characteristics that 

explain a vendor's success in the marketplace and help anticipate its ascendancy. 

This study assesses a number of vendors participating in the worldwide datacenter 

infrastructure management market. This evaluation is based on a comprehensive 

framework and a set of parameters that assess vendors relative to one another and to 

those factors expected to be most conducive to success in this market during both the 

short term and the long term. 

This study is composed of two key sections. The first part is a definition or a 

description of what characteristics IDC analysts believe make a successful DCIM 

provider. These characteristics are based on IDC's ongoing surveys and discussions 

with datacenter managers and key analyst observations of industry best practices. 

The second part of this study is a visual aggregation of multiple vendors into a single 

bubble-chart format. This display concisely illustrates the observed vendors in the 

market. The strategies axis represents a three- to five-year span and future 

perspective, while the capabilities axis represents current product and go-to-market 

execution. 

In this IDC MarketScape, the estimated market revenue of each vendor is indicated 

by the size of the circle representing the vendor. 

 

M e t h o d o l o g y  

IDC MarketScape criteria selection, weightings, and vendor scores represent well-

researched IDC judgment about the market and specific vendors. IDC analysts tailor 

the range of standard characteristics by which vendors are measured through 

structured discussions, surveys, and interviews with market leaders, participants, and 

end users. Market weightings are based on user interviews, buyer surveys, and the 

input of a review board of IDC experts in each market. IDC analysts base individual 

vendor scores, and ultimately vendor positions on the IDC MarketScape, on detailed 

surveys and interviews with the vendors, publicly available information, and end-user 

experiences in an effort to provide an accurate and consistent assessment of each 

vendor's characteristics, behavior, and capability. 
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S I T U AT I O N  O V E R V I E W  

 

I n t r o d u c t i o n  

Datacenter infrastructure management solutions have emerged as a way to enable 

visibility, exercise control, and better manage datacenter resources. Today, 

datacenters are evolving from a monolithic, one-size-fits-all warehouse of IT into a 

highly optimized and transparent smart building, and DCIM solutions are the critical 

step in this transformation. For years, enterprises and service providers have been 

plagued with problems regarding managing and growing their IT infrastructure. Most 

datacenter managers have experienced delayed application rollouts, unplanned 

spending, and disrupted service, in addition to issues related to lack of power, space, 

or cooling resources. Considering the massive investments that IT and facilities 

groups make in datacenter resources, ensuring that the company is able to make the 

most efficient use of these resources is critical. However, a large gap exists today in 

levels of efficiency; IT managers know how resources could and should be managed 

but lack the tools and resources to coordinate this effort. To properly manage 

datacenter resources requires complete visibility across several functional 

organizations (IT and facilities) and coordination between the two. 

Several years ago, it was common to invest more financial resources into the 

datacenter to add additional servers, networking equipment, and storage to ensure 

uptime and security. Today, with the lack of physical space, power supply, and 

cooling resources, this method of reducing risk is no longer feasible. IT organizations 

are at a crossroads and face expensive and difficult decisions on whether to add a 

new datacenter, move certain workloads and functions off-premises with cloud 

solution, or use outsourcing … or take stock of their current infrastructure and begin a 

regimen of datacenter infrastructure management that involves gaining detailed 

metrics on and visibility into the physical elements of the datacenter, using tools to 

control and manage the resources, and ultimately the data and tools to drive strategic 

decisions. 

F U T U R E  O U T L O O K  

 

D C I M  F o r e c a s t  

IDC's market analysis examines the strategic direction and growth expectations for 

DCIM. In 2011, the estimated worldwide DCIM packaged software revenue was 

$144.5 million, and the corresponding services revenue was $102.6 million for a total 

of $247.1 million. By 2016, the DCIM market will grow to a total of $690.3 million, 

representing a compound annual growth rate (CAGR) of 22.8% (see Table 3). Key 

findings include the following: 

 The DCIM market is on the verge of two- to three-year-period of solid growth 

within existing enterprise datacenters where IT and facilities teams have gone 

through a period of education and analysis of the value of DCIM solutions and 

will make investments as a means to get the most out of their existing resources. 
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 Sustained growth over the entire forecast period will be closely tied to large and 

megasized datacenters built and run by collocation, managed service, and cloud 

service provider that use DCIM tools as part of their strategy to both optimize 

their infrastructure and provide more robust customer information services. 

 

T A B L E  3  

W o r l dw i d e  D a t a c en t e r  I n f r a s t r u c t u r e  M an a g em e n t  S e r v i c e s  a n d  S o f t w a r e  

R e v en u e ,  2 0 1 1 –2 0 1 6  ( $ M )  

 2011 2012 2013 2014 2015 2016 

2011–2016 

CAGR (%) 

Services 102.6 121.3 139.5 159.4 184.0 210.3 15.4 

Software 144.5 213.9 287.0 355.6 419.8 480.0 27.1 

Total 247.1 335.2 426.5 514.9 603.8 690.3 22.8 

Source: IDC, 2013 

 

 

I D C  M a r k e t S c a p e :  W o r l d w i d e  D a t a c e n t e r  

I n f r a s t r u c t u r e  M a n a g e m e n t  M a r k e t   

V e n d o r  A s s e s s m e n t  

The IDC vendor assessment for the worldwide datacenter infrastructure management 

market represents IDC's opinion on how the providers are positioned today and how 

their strategy will position them for future success and growth. Positioning in the 

upper right of the grid indicates those vendors that are most likely to be Major Players 

over the next several years. As a rapidly growing market characterized by high levels 

of competition and attention, IDC believes new participants could enter the market, 

and existing participants will seek to define themselves through partnerships. Several 

established players are building on their current customer base and product assets, 

while other smaller vendors are seeking to attract customers with their own DCIM 

solutions. 

Positioning on the y-axis reflects the vendor's current capabilities and how well 

aligned its offerings, got-to-market, and business strategies are with customer needs. 

The capabilities category focuses on the capabilities of the company today. 

Positioning on the x-axis, or strategies axis, indicates how well the vendor's publicly 

announced future strategy aligns with what IDC believes customers will require in 

three to five years. The strategies category focuses on high-level strategic decisions 

and underlying assumptions about offerings, customer segments, business, and go-

to-market plans for the future, in this case defined as the next three to five years. 

Figure 1 shows each vendor's position in the vendor assessment chart. 
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F I G U R E  1  

I D C  M a r k e t S c a p e :  W o r l d w i d e  D a t a c en t e r  I n f r a s t r u c t u r e  

M an a g e m en t  V en do r  A s s e s s m e n t  

 

Source: IDC, 2013 

 

 

V e n d o r  P r o f i l e s  

All of the vendors included in this IDC MarketScape have met the inclusion criteria, 

including visibility, control, and analysis of both facilities and IT infrastructure. The 

vendors may accomplish these tasks in different ways and different approaches. 

Some are suitable to smaller enterprise implementations, some are suitable to 

massive service provider implementations, and some can be scaled to both. They 

also come to the DCIM market from a variety of backgrounds, and one provider is not 

the best choice for all implementations. The synopses in the sections that follow 
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provide an overview of some of the unique characteristics and differentiators of each 

provider's solutions and their business and go-to-market strategies. 

Emerson Network Power 

According to IDC analysis and buyer perception, Emerson Network Power is an IDC 

MarketScape Leader worldwide. The vendor scored above average in many of the 

measurement criteria for capability and strategy based on its current Trellis, Aperture, 

and Avocent offerings. 

Emerson Network Power is a global power and industrial solutions business with 

approximately 50,000 employees and is a part of Emerson Electric. The company 

owns many popular brands in the datacenter, including Liebert, Knurr, Aperture, 

Avocent, and Chloride and offers products ranging from precision cooling, AC/DC 

power, racks, cabinets, embedded computing and power, airflow management, 

remote monitoring, access and control, and infrastructure management. Emerson 

Network Power has built on its strength in the datacenter with its DCIM offerings, 

including Aperture, Avocent, and the Trellis platform that was commercialized in May 

2012. The Emerson DCIM offerings are widely adopted in the datacenter market, and 

the company holds the largest market share of any DCIM provider. During the year, 

Emerson continued a massive transformation of its DCIM offerings and go-to-market 

strategy, investing in growing and expanding its Trellis platform while supporting its 

large installed base of Aperture and Avocent users. The company made a strategic 

decision to build the new real-time Trellis platform on a single code base to reduce 

complexity and risk and increase modularity, flexibility, and scalability of the solution. 

Emerson will continue to support Aperture and Avocent customers and provide them 

the choice to migrate to the Trellis
 
platform on their own schedule. Eventually, 

Emerson Network Power expects the installed base will move to its new Trellis 

platform that connects the company's broad datacenter offering portfolio and 

expertise across IT and facilities organizations in a real-time, vendor-agnostic solution 

that integrates with enterprise ITSM systems. Financially, Emerson is in a very strong 

position as part of a $24 billion company with a $1+ billion services business. This 

solid backing has provided the company with staying power in a year of 

transformation. The worldwide services business is a critical asset and differentiator 

of Emerson's because many organizations have a corporate edict to do business with 

a provider that has services available around the globe. This services organization 

also benefits the DCIM business by enabling pull-through of solutions. 

Strengths  

Emerson has expanded its routes to market and developed channels to sell to both 

the high end and low end of the market. With its heavy R&D investments, ability to 

scale to a broad range of customer requirements, and partnerships with key players 

in the larger DCIM ecosystem, including Oracle and IBM, Emerson is well positioned 

to grow into new customer implementations. Emerson's Trellis solution is the 

culmination of many end users' wish lists for a DCIM solution — a single pane of 

glass that enables users to monitor, control, and analyze their datacenter assets in 

real time, in an environment that is moving toward cloud and hybrid cloud 

implementations spread across the globe. The ability to manage this complexity is 

very difficult yet critical for success, and Trellis is a robust, scalable solution that was 
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designed from the ground up to support decisions in increasingly complex 

datacenters in a modular, scalable fashion. 

Opportunit ies  

Change on the scale of what Emerson is trying to accomplish does not occur on a 

steady, straight line. Instead, it happens in bursts, and there are temporary setbacks; 

in the midst of Emerson's transformation, some customer relationships were strained. 

Although the overall retention rate remains high, the door of opportunity was open at 

a critical time, and competitors made some inroads into Emerson's customer base 

prior to the Trellis platform launch. For Emerson to retain and grow its market share 

with the Trellis platform, it needs to continue to earn the trust of customers and help 

them through the transition to the Trellis platform. Based on interviews with end-user 

customers, IDC believes that Emerson is making strides to enhancing customer 

relationships, and its customers believe that the Trellis platform offers best-in-class 

performance. The company has the opportunity to emerge stronger than it was before 

if it can effectively communicate its strategy for customer satisfaction going forward. 

E S S E N T I AL  G U I D A N C E  

This IDC MarketScape evaluates the current capabilities and future strategies of 10 

providers in the worldwide DCIM market, which is a rapidly growing and evolving 

space. The scoring and weighting in this IDC MarketScape is designed to factor in a 

changing base of decision makers and balance future requirements with current 

offerings and expected capabilities in three to five years. Although it is impossible to 

declare market leaders in three to five years, this IDC MarketScape strives to provide 

the analysis to support and identify the providers that should be considered in 

purchase decisions and will likely be Major Players defining DCIM going forward. 

DCIM purchase decisions for both enterprise and service provider datacenters will be 

shaped by the need to accurately plan for future capacity, increase efficiency of 

datacenter resources, and manage growth and change. In the longer term, the DCIM 

solutions that are able to coordinate with the larger enterprise IT organization and 

support strategic decisions, as opposed to solving tactical problems only, will prove 

the value of DCIM and emerge as Market Leaders. 

Many providers have emerged with many methods of providing insights and data 

reporting on the infrastructure. Consolidation and partnerships will continue and will 

serve to further refine and focus the market. Especially for service providers and large 

enterprises, the differentiation of DCIM tools will come through their ability to support 

strategic business decisions. 

L E AR N  M O R E  

 

R e l a t e d  R e s e a r c h  

 Worldwide Datacenter Census and Construction 2013–2017 Forecast: 

Datacenters and the New Physics of IT (IDC #241031, May 2013) 
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 Key Forces Shaping Datacenters in the 3rd Platform Era (IDC #240270, March 

2013) 

 Worldwide Datacenter Infrastructure Management 2012–2016 Forecast (IDC 

#238205, December 2012) 

 Worldwide Datacenter 2012–2016 Forecast (IDC #237866, November 2012) 

 

S y n o p s i s  

This IDC study uses the IDC MarketScape methodology to provide an assessment of 

10 vendors participating in the datacenter infrastructure management (DCIM) market. 

The IDC MarketScape is a vendor assessment tool designed to compare vendors' 

current capability and strategy relative to one another and to the factors that IDC 

believes will be most conducive to success in the DCIM market. This evaluation is 

based on a comprehensive framework and set of parameters that assess vendors 

relative to one another, and to those factors that will contribute to success in the 

DCIM market in the short and long term. 

"Datacenter managers have many choices in how to approach infrastructure 

management, and implementing a DCIM solution is a critical step in supporting 

business agility. Decisions on which provider to choose should transcend tactical 

capabilities such as asset management and environmental and power monitoring, 

and include strategic capabilities such as advanced analytics to ensure the long-term 

success of the implementation." — Jennifer Koppy, research manager, IDC's 

Datacenter Trends and Strategies research team 
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